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From The Editor
Welcome to the second issue of the Crummer Journal. We've added two columns ,
"Local Economic Outlook" by Dr. David Currie - covering economic trends in
Central Florida and, "Student Spotlight" by Warren Miller - featuring up-andcoming Crummer students. We hope you enjoy this issue and welcome your
feedback as we continue to expand and improve the journal each quarter.
About The Journal
The journal is a quarterly electronic publication for alumni and others worldwide to
use as a tool for networking and knowledge-sharing in the form of stories and
anecdotes about best practices, new ideas and technologies.
How To Get Published
We encourage your ideas, thoughts, stories and best practices. Please contact
me directly for more information - mc@xecorporation. com or call (407) 310-5302.
Upcoming Events For April

Hope those who attended the Alumni Continuing Education Seminar April 5, 2002
enjoyed it.
Alumni Career Management Seminar - free of charge
Thursday, Apri l 11 , 2002, 6:30 - 8:00 p.m .
SunTrust Auditorium , Crummer Hall
Alumni Golf Tournament - $25 per person
Saturday, April 20 , 2002, 1:00 p.m.
Mt. Dora Country Club
To register for either of these events or for more information, please go to
http://www.crummer.rol lins.ed u/Alumn i Relations/ or call the Alumni Relations
office at (407) 646-2537

Thank you ,
Mark Carbone
Editor
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Stunning Presentations
By: James P. Gilbert, Ph.D.

I heard somewhere that there are about 30 ,000,000 PowerPoint® presentations
given each working day. Even if that number is off by half it is a great many
presentations. We present our ideas to others to persuade, influence, entertain,
inform or explain. In other words, we are trying to influence the behavior of our
listeners. We might accomplish this objective in a number of ways. Much like
dramatic actors, we could set up a tension between the presenter and the audience
and develop our story drawing the listeners along to our conclusion. Or, we might
try to excite our listeners to action or acceptance right from the opening remarks.

OUTCOME
ATTAINMENT
The more we know about
our audience, the better.

There are so many styles that we could adopt for a particular presentation situation .
One thing seems evident. We must have a crystal clear understanding of our
expected outcome from the presentation before we build it. Specifically, we need to
determine what action we want the audience to take based on this interaction . Also,
the more we know about our audience, the better. Presentations to engineers, for
example, should be different from presentations to middle managers because the
motivations and needs are different for each audience.
Our presentation comes from Darden Restaurants®. The story being told here is one
of persuasion and influence. A new Electronic Pay Option has been tested with a
sample of crew members. The data has been gathered and analyzed; it is time to
make recommendations for leadership action . The test of the Electronic Pay Option
has been successful. The data analyst concludes that both management and crew
members see far more benefits than detractors. We want a high energy
presentation leading to the specific action of adopting this new initiative for a larger
test rollout in one of the principle restaurant brand outlets.
The presentation originally had 19 slides which is a bit long for maintaining high
energy. 8 or 10 slides would accomplish our objective better. The original opening
slide (Figure 1) shows the four primary brands within Darden Restaurants. The
brand logos are prominently displayed with the presentations title to the right. The
white background and small lettering of the Electronic Pay Option (Arial, 18pt. font)
do little to create the opening excitement we might hope for. When the slide is
opened full screen the entire image comes up all at once. Again, not much "punch"
for our exciting story.

www.crummer.rollin s.ed u/journal
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COLOR IMPACT
Often I avoid bright red
because of its emotional
impact on audiences.

Figure 1
For my revision slide, I am drawn to the red in the Darden Restaurants logo. Often, I
avoid a bright red because of its emotional impact on audiences. Here, however,
that emotion may work for the presenter. Thus, in Figure 2, I have selected a
background with high impact and centered on the "Darden red".

Figure 2
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The background is a royalty free image from a collection for PowerPoint® and
multimedia design called Digital Juice 2.0. This is a 24 CD set of 1,000s of
backgrounds, photos, and images. For information go to http://digitaliuice .com .
There are several ways to place a background , one of the most efficient from a file
size perspective is to click Format I Background I Background File I File Effects I
Picture I Select Picture, then locate the file on your hard disk or CD, Click OK I
Apply. This series of steps can be done very quickly by placing the Get Picture icon
from the Edit menu onto one of your menu tool bars.
The opening slide rolls out through 8 objects . The slide opens with the "celebration"
background . On a mouse click, the Darden Restaurants logo appears at the top of
the screen on a white rectangle to highlight the corporate name. Everything after
this point occurs automatically on a 1.5 second delay starting with the "and our
Family of Restaurants" phrase (this appears, stays on screen for 2 seconds and
"hides on next mouse click" which is automatic in this case) . The four brand logos
also appear in sequence on a white rectangle (these fly-in, fast, one at a time from
the right, bottom , left, and bottom, in sequence-each of the four is set to "Hide after
Next Mouse Click"). The "Presents" wording is Word Art using a similar color
scheme as the slide background (set to magnify from bottom of screen, medium
speed with a 2 second hold before "Hide with Next Mouse Click"). Lastly, our title for
this presentation appears onto the screen in Tahoma, 60pt. font resting on a U.S.
currency clip art (see Figure 3).

Figure 3

Our next slide for discussion outlines the process flow for how the Electronic Pay
Option program works. Figure 4 shows the original slide, a series of bullet points
which comes onto the screen all at once and is most likely read to the audience by
the presenter. There are too many words on the slide for significant audience
understanding.
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SEQUENCE SLIDES
Flowcharts are powerful

o

Simple one page application for the employee (Restaurant Managers can include in their
orientation packets)
OMame
0 Add ress
0 Pho ne

O Forms mailed to Payroll Services

O Payroll Services fa xes applications to Vendor
0

Ve ndor mails pay card to crew member and taxes card number to Payroll Services

O No extra sottware needed
O Entered the same as a Direct Deposit
D Once pre- note is 1jone , no furth er Pro cessor time nee,jed
O Ca n lie comb rnM Vv1IIJ Dire,:t DepoSit

O After crew member receives card , they activate via 1-80011

O After pre-note period, crew member begins receiving net pay on pay card

·oT;' 1· ·\J

)
[1, A' ·rl'\,

K E S I ,\ U

L . '

f{ ,\ i\

"f

7

~

Figure 4

We might enhance this aspect of the presentation by offering this information in a
flow chart (see Figure 5).

Figure 5

The background selected is again from DigitalJuice 2.0® and has a similar "Darden
Red" predominate color. We want a consistent look to the rest of our slides that
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maintains that high energy feel that we used to start the presentation .
The flowchart was built in VISIO® which is an easy to use software tool specifically
designed for flowcharts and many other types of charting needs (see
http://www.microsoft .com/office/vi sio/ for more information). To maintain consistency
in the presentation I made the fonts Tahoma 12pt. throughout the flowchart. This
slide could be presented all at once or it could be rolled out one item at a time
depending on presenter preference.
Thank you for your comments on last issues presentation discussion. Please let me
know i our thoughts on this presentation as well . If you have a PowerPoint® or
Excel " presentation you would like reviewed here , please send it along to
igil bert@rollins .edu .
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Face-To-Face
By: Mark Carbone, MBA '98

Helping to save taxpayers
millions in defense spending
through combat simulation
training
Stephen Stankiewicz, MBA '78, an ex Navy A-6 fighter pilot, is Vice President of
Business Development for ECC International Corporation . ECC designs and
builds simulators for the militaries of the United States and 25 other countries.
Their simulators help soldiers improve their skills in everything from operating the
gun turret of an M1 Abrams tank to firing the shoulder mounted Javelin Anti-Tank
Missile launcher. ECC also builds simulation maintenance trainers for fighter jets
and cargo planes (F-16's, F-18's and C-17's) , and provides engagement skills
training for using rifles and machine guns on the battle field.
Recently, I sat down with Mr. Stankiewicz to find out what makes him successful in
work and life.

FINDING NEW
CLIENTS

Simulation Trainer - Coe!,. it Vi(::w

Follow the money
Wh at are the creative ways you fin d your clients?
Our market is mainly the military, so it's generally easy to figure out who to go to.
You follow the money. That's rule #1.
Define your requirements. Every branch of the military has a general set of
requirements specific to that branch.
There are two parts to it. First, you must know the institution of the military . But
within that, you have to develop personal relationships. You've got to spend time
with your customer. There's the user, the funding agency, and the acquisition
agency. You have to understand what makes each of them tick and pursue each
one with great diligence .

www.crummer.ro llins.ed u/ jo urna l
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It still comes down to competitiveness. But if it's a "tie," your personal relationship
is what's going to win it over.
What has been your most effective cost cuttin g program?
Well, I try to work with a lean staff, and to do that you have to have people who
can do many things. What I try to do is focus on people who, when you put
something on their desk, they'll kind of pick it up and run with it without having to
be told every step of the way.

Also, the key part of that is for them to understand when they're finished, and
they're not finished until the job is done. A lot of people will do their one task and
sit there and wait, and not even hand it off to the next person.
I look for the people who will take it without being told and run with it all the way
through. To me, that is the most efficient way of to do business .
Are there any new technologies you're experimenting with to cut costs?
We are an ISO 9000 company, which essentially defines the processes that gives
you a framework in which to conduct business. So that's good to start with , but
there are other things that we have to implement.

MEETINGS
If you don't have an
agenda it tends to be a
bull#$%* session.

OFFICE POLITICS
I have to go back to the
serenity prayer

One of the things that we've done from a software standpoint is to use the
"Rational Unified Process." This is a sophisticated tool that came out of the Ada
world that puts rigor into the software development process. It captures your
requirements. You run [the software] through this tool; every time you take the next
step, it links back to the requirements. When you come to the end, you have a
[product that's] repeatable and testable to the procedure.
What have you done to improve interoffice communication?
What I do is use the old technique of MBWA (Management By Wandering Around).
I've found that that's the most effective means of communication. Our company is
highly integrated; we have Internet, Intranet, phone mail , video teleconferencing.
But to me, still, the most effective way of communicating what you want done, I go
and drop by peoples' offices. I detest meetings but they are important at times . If
you don't have an agenda, it tends to be a bull*#$# session , and it's not
productive.

MBWA gives me my daily exercise. I'll go talk to every department from
engineering, manufacturing, programming , marketing ... Just pop in on them . You
do two things: One, you learn about the person and two, you learn about what
they're doing. You could also direct their activities much easier. It's a friendly
environment. You can kind of hear what they're doing and say, well , have you
tried this or that? And then you can see them kind of go off in that direction.
Is there a way around office politics or is there a secret formula to bai:tle it?
That's the perennial problem. And I used to tie my "knickers in a knot. " What I've
learned is that I have to go back to the serenity prayer. You know, I say, if you can
take care of it, do it; if you can't, let it go; and you've got to be smart enough to
know the difference between the two. And choose your battles, because you 're
not going to win them all. What I've found .. . I guess it comes with maturity ... but
over my career in business, I've found that some things aren't worth worrying
about. They just go away. If you do the right thing, it will take care of itself.
How do you keep employees loyal and happy?
You try to be either their mentor or .. . I won 't say be their friend because you have
to walk that fine line if you're their manager or supervisor, and have that degree of
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separation . But what I do is empower people to go do their job and I trust in what
they do. I tell people, the only thing I'll rain on your parade about is not making a
decision. If you do what you 're supposed to do, I will never question what you do,
but I may have some suggestions that it may be better to do it a different way.
Based on that philosophy, I have built a loyal following wherever I go . As a matter
of fact, I've hired five people here from other companies that have worked for me
before.

MANAGING EMAIL
Don 't put me on an ema il
unless you want me to do
something .

How do you leverage e-Busi ness to your advantage and how do you manage
your lnbox?
There are two parts to it. The inter-company or inter-customer base. There's a big
move by the government to go e-commerce . And not just the government, but with
companies they do business with . That makes it a lot easier to send documents
back and forth. That does help . There is a timelin ess factor to it that definitely
achieves a degree of efficiency and gives you more time to work the problem .

The other side is email. You can get commun ications going quicker and easier.
But the downside to that is the old thing about "publish or perish." What I've
directed is, don't put me on an email unless you want me to do something . That
will truncate my email by 50% internally. The rest of it comes from outside , and I
try to take the same approach .
How do you manage employees' use of the Web?
Quite frankly, I don't look at peoples' computer screens. I say, here's your job, get
it done. I see people daily. I spend about two thirds of my time meeting with
employees unless it's otherwise dictated. That helps. I had one guy who was
looking for a job on the web. I say, I don't care what you do with your personal
time. I just expect you to get the job done.

The motivation I instill in people, I believe, takes care of that. And quite frankly ,
there are times when I come back, I'm just kind of toast. I'll sit down on the
computer and doodle or something . Click out on the web , or whatever. It's a kind
of recharge .
What are your first and last hours of each day like?
Well, the first hour, I come in, check email, phone messages, look to see what
actions I have to complete. If there's something hot I'll go ahead and start writing
down my to-do list to make sure I have everyth ing queued up, and if there isn 't a
meeting first thing, what I'll do is start my venture around checking in on everyon e
and spend an hou r doing that. That gives me a feel for the pace of the day.

At the end of the day, I'll follow-up with phone calls and chart a course for the next
day.
Is there a planning system you use - Palm Pilot, carry a daily planner ... ?
I've got both and tie them into Outlook. I use Outlook quite extensively for email
and to keep track of contacts , and my Palm Pilot mainly for phone numbers and
short notes. I used to completely rely on my Palm instead of writing it down in a
planner until it died about six months ago. It used to be my brain. I finally bought
a new one . My Palm will probably be my main system again soon .
How do you stay current in your industry?
I read quite a bit. Probably don 't do as much on the Internet, more in print. I al so
attend a lot of networking and social functions in my industry. That actual ly is the
best way to build the personal relationships. You find out more by sitting down and
listening to somebody than reading two or three periodicals , because it's current.
www .c rumm er.ro llins.edu/jo urna l
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But it takes a lot of time away from home . I'm not a big bar-scene person , and a
lot of times , that's where they are . I like to do more of it by playing golf with
people.
Where is the military going?
It used to be brute force . The concept was "overwhelm the enemy with numbers ."
Now, we don't have as much money or people, so vehicles and equipment have
become smarter. We have to take advantage of technology that reduces the
number of airplanes , tanks and trucks .
Now, there's a point where you can't get rid of everything . You have to have some
excess capacity to handle spikes on the battle field.

)
}

SECRET TO SUCCESS
Work hard and play hard

What happens when all the technology fails on the battle field? What's the
safety valve?
The safety valve is the human element. Some people say that you can put remote
things out there and fight the war remotely. Well, it's just like current technology
going towards electric ships. That's great, but you'd better still have somebody to
be able to steer the ship. When you lose your electricity, you're dead in the water.
Same with any vehicle.
So, I think there has to be some kind of redundancy where the human is still able
to shoot the gun. It's amazing if you look over time. When everything goes to hell
in a hand basket, the human is still there and is the one that pulls it out. There's
no replacement for human ingenuity.
What's you r secret fo r success?
Work hard and play hard and surround yourself with good people. People will also
rise to their best if you expect it of them.
What do you do to not take life too seriously?
I have a good sense of humor. You only go around once. Another thing I have is
a very strong faith in God. That's my touchstone. He's always there .

www.crummer.rollin s.e du/journ a l
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International Presence
By: Warren Miller, MBA '90
AMBA Dominik Dumancic brings a
world view and a pro athlete's
competitiveness to class.
Dominik Dumancic stands out among Crum mer students. It's not just a matter of
his height; at 6'10", Dumancic towers above most people on the Rollins campus.
What also sets him apart is his focus . Dominik Dumancic is an intense person.
He's an international student who has lived in several countries and under several
different economic systems .
"I have lived in communism, socialism, capitalism ... and a complete currency
breakdown, in Yugoslavia in 1982. My father was a political prisoner. I look at
changes in international business and I can relate to them ."
"Dumancic is an instigator, a guy who tries to make things happen," adds David
Currie , the professor of economics at Crummer who is an unofficial advisor to
Dumancic.
·. ---~

Dominik's intensity may be a part of his personality, but it's a characteristic honed
through years of study in Yugoslavia and the U.S. and in basketball, college
basketball in the United States, and professional basketball throughout Europe. "I
played basketball the same way I study, practicing hard ," he says . "When people
would walk by one of my teams' practice, they'd have thought we were killing each
other. That's how hard we worked. Games were easy, after practice. That's what I
want to accomplish at Crummer. I want to make school as tough as I can , so that
when I encounter challenges in the financial world, I'll have experienced them
before ."
Dominik Dumancic is 30, an AMBA student scheduled to graduate this spring who
hopes to work with the International Monetary Fund or the World Bank. Born and
raised in Zagreb, Croatia (which was a republic in Yugoslavia until 1992),
Dumancic took the advice of coaches at basketball camps in his native country to
go to the United States. He came to the U.S. in 1988 as a high-school exchange
student.
"When I came to Meadville High School in Pennsylvania, near Pittsburgh, I was the
first person they'd ever seen from Eastern Europe. I'm still close to Robert and
Barbara Power, whose family I stayed with. "
As a standout high-school basketball player, Dumancic and was recruited by
colleges including Notre Dame, Syracuse and Seton Hall. "I chose Pitt because I
got to be close to the Power family in Meadville; I was still a kid , really ."
It was during his years at Pitt that Dumancic developed an interest in math . "Part of
it was that it didn 't have a lot of reading ; my English still wasn't good. Anyway, I
was considered a basketball player first, then a 3.0 student. My true academic
excellence came after Pitt at Slippery Rock State University, where I went for my
sen ior year. My math professors told me I needed to work more on math because I
had some ability. They also told me I needed an MBA. So, I bought books about
MBA programs . But I needed work experience, to mature more , and to continue to
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improve my English. I bought the New York Times to read, which arrived by mail
many days after it was printed . The postman asked me why I wanted such old
news; I told him it didn 't matter how old it was, I was reading the paper to learn the
language. "
After college, Dumancic played professional basketball in Croatia for two years,
followed by club teams in Turkey, Russia, Slovenia and Hungary until 1999. By
then, Dumancic's plans for his future had crystallized . They didn't include staying
in eastern Europe. They did include an MBA. After poring over the literature he'd
kept about MBA programs, he applied to Crummer and was accepted for the Fall
2001 AMBA program.
"I am very fascinated with capital budgeting and finance. For me, knowing
accounting and finance is a matter of knowing the rules. The rest is math."
Dumancic determined to pursue a career in international finance. "I've dealt with
top executives , mainly the owners of European ball clubs, most of whom made
their money in other businesses. I'm also familiar with technology and
communications companies in Croatia through my family there."
Dumancic brings the same intensity he displayed in professional basketball to the
classroom. He frequently tells other students to challenge him in class: "If I'm going
to be wrong, I want to be challenged in class, not learn I was wrong when I
graduate."
"He does challenge other people," says Dr. Currie . "At first, sometimes people are
offended, since they're not accustomed to it from other students. It took a few class
periods for people to realize that that's just Dom. He's actually typical of AMBA
students, and of people his age and experience level. Students at his age are
career switchers, and they tend to be very goal-driven people ."
Dominik Dumancic may be unique among Crummer international students
because of the time he's already spent in the U.S. "He has an advantage because
he already knows about American people and American ways," Currie says. "He
hasn't had to learn it while in class." Dumancic remains close to his natural family
in Zagreb as well as the family he lived with in Pennsylvania. "Now, I have two sets
of family. The Powers still see me as their son ."
With the demands of the short but intense AMBA program, Dumancic won't see
much of either family until after this spring. He has little time for hobbies, though he
does play YMCA basketball and catches an occasional Magic game. He reads
constantly. "Every morning, I pick up a newspaper and I see more in the news than
I did.
"For one year, you bite the bullet," he explains . 'The MBA program is a test. It's
challenging and it will pay off. For me personally, it already has. "
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Local Economic Outlook
By: David M. Currie, Ph.D.

In early 2002 Central Florida's economy reflects the softness in the national
economy. Most of the economic statistics in CF have not been th is bad since the
national recession in 1991 .
Because Central Florida relies on tourism, it is susceptible to declines in peoples'
demands for vacations. In 2001 more people deferred vacation plans, particularly
after the brakes were applied on 11 September. Attendance at Disney's theme
parks was down anywhere from 4% at the Magic Kingdom to 15% at Epcot in
2001 . Other Disney parks experienced declines within that range. At SeaWorld
Orlando attendance was down 2%, while Universal Studios' attendance declined
10%. Seven of the ten largest theme parks in North America are located in Central
Florida.
The visitor shortage results from both national and global forces . Nationally, US
families are suffering from a combination of a recession the malaise about having
fun following 11 September. Globally, there aren't many other countries whose
economies are growing, so international visitors can 't take up the slack. The strong
US dollar makes US vacations expensive for foreigners, too.

WHEN WILL IT ALL END
"Central Florida's economy
should begin turning
around during the second
quarter of the year."

The shortage of visitors caused large employers to lay off workers . The Orlandoarea unemployment rate rose to 5.1 % in December 2001 compared to 2.3% in
December 2000. Fewer visitors also mean fewer rented hotel rooms. Hotel
occupancy fell to 45% in September 2001 compared to 62% a year earlier,
meaning less than half the area's rooms were booked for the night. Occupancy
improved slightly in October to 53%, but that still was down from 71 % a year
earlier.
When people don't have jobs they and their businesses file for bankruptcy
protection . Business and individual bankruptcy filings at the US Bankruptcy Court
were up a whopping 26% in the Orlando area for the year 2001. The majority of
these filings were by individuals, as is usually the case .
When will it all end?
While most statistics are worse compared to year-earlier levels, they are modest
compared to the levels achieved during the last recession . In July 1992 area
unemployment reached 8.1 % as a result of the decline in tourism associated with
the 1991 recession. Things are not nearly as bad now as they were then.
Housing construction remains one of the few bright spots in the economy .
Constru ction of single-family homes in Central Florida remained at around 15,000
in 2001 , the same level as in 2000. Housing is helped by the low interest rates
resulting from the Fed's easy money policy and the absence of inflation in the US.
Barring an unforeseen catastrophe, Central Florida's economy should begin
turning around during the second quarter of the year. As the national economy
picks up and consumer confidence returns , families will plan vacations to Central
Florida. There is evidence that both confidence and the economy are improving at
the national level, so look for Central Florida to resume growing by the middle of
the year.
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Finding A New Job
By: Staff
Joe Hodowanes, Career Strategy Expert http://www.imwanes.com/
Joe Hodowanes - one of the most frequently cited career coaches in the nation
and author of 3 books and 400+ articles - met with us to share his thoughts on
effective ways to improve your chances in obtaining the job you 've always wanted .
Visit the site below to read many more articles on the subject.
http://www.kforce .com/kforce/KfOOO/me.get?web.websections.show&KFORCE 020

Seven (not so easy to spot) Traps Of Job Searching
As any experienced job seeker knows, the road to landing your next job is fraught
with traps . Some of the pitfalls - dressing right, crafting a good cover letter - are
easy to see and avoid. But some traps that are just as damaging are not as easy
to spot. So read on, take notes, take thought, and above all else, take action to
avoid these traps.
Trap 1: Failing to toot your own horn
Always strive to show your potential employer how your skills and
accomplishments will support their company. Stay focused on the needs of the
company when crafting your selling points . Ideally, be able to show how your skills
and past experience will "solve" their business problems.

Provide concrete examples of how you have solved a difficult business problem in
a past job. Do not hesitate to point out to your potential new employer how the
process or methodology you used to solve a problem at another company is
exactly what is needed to be a success at their company. Do not assume that the
employer will draw the comparison or analogy for you . Do it yourself.
Trap 2: Neglecting to focus on the employer
When interviewing, stay focused on the needs of the employer. From the time you
leave for your interview until you leave the parking lot of the prospective employer,
forget your needs. The more focused you are on the needs of the employer, the
more likely that attitude will shine through during the interview process.
Trap 3: Leaving unprofessional voice mail messages
Speaking too fast and forcing the listener to replay a message repeatedly may be
one of the biggest mistakes that job seekers make . Ironically, high-velocity voice
mail messages are left by some of the brightest people. Their brains work
extremely fast, and they are constantly trying to get their mouths to keep up .

A rule of thumb when leaving your phone number on voice mail is to write your
number on a piece of paper, and say it in the same amount of time it takes you to
write it. If you do this trick, the person at the other end of the line should have
enough time to write it out as well. Another tip: while you're leaving your number,
hyphenate it with a pause. And no jokes, music, or voices in the background. Just
your voice -- audible and intelligible .
Trap 4: Telling it like it is about personality conflicts
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Many people leave jobs because they hate their boss, their co-workers or their
work, or because they are bored , want more money, or want to move to a specific
city. Personality conflicts are one of the most common reasons people leave their
jobs.
Deep down , many interviewers believe these personal issues can be valid reasons ,
because many of them changed their own positions for the same reasons.
However, mentioning bad blood with your former or current boss can be suicidal.
Alluding to conflicts with a co-worker or manager always sends up a big red flag .
Instead, say you want to add something to your experience base that wil l help you
achieve a longer-term goal, such as running a department or expanding into a new
industry.
Trap 5: Stuffing a square peg in a round hole -- the cultural fit trap
Just like countries, companies have unique cultures . Someone who succeeds in
one company won't necessarily do well in another. When a new employee/job isn't
working out, it is almost always cultural fit. To avoid a bad fit, here are a few
questions you should ask during interviews:
How does the company communicate with employees?
Does the company encourage employees to learn more about the business?
How do people get feedback?
How do executives expect to be addressed?
What is the company's dress code?
What are typical work schedules?
How are decisions made?
How are raises and promotions decided?
Who are the stars, and how did they reach that exalted state?
I also recommend taking your research beyond the interview. Talk to current and
former employees and members of professional trade associations to which the
company's employees belong . There are also clues in the stories told in annual
reports and other company literature. Look for tales about company heroes to
determine what is valued in an employee. If you do enough digging , you'll have a
fairly accurate profile of a company's culture.
Trap 6: Trying too hard to impress
At the end of the day, the best way to win the interviewing game is to come
prepared, read the interviewer, respond to the interviewer's needs and, most
important of all, be yourself. There is no sense in trying to role-play your way into a
job . If the job isn't a fit for you, it will surface eventually and if the employer doesn't
get what they thought they were getting , they just might look for someone else.
Trap 7: Lacking purpose
Unfortunately, most people are locomotives pulling their ideas along behind them
like a string of toy boxcars. But the most fortunate people are the ones who have
found a purpose so great, challenging and exciting that the purpose pulls them
along behind it.
Finding this kind of strong purpose takes the same sort of prospecting that it takes
to find gold or diamonds. It takes prospecting in the rich, fertile fields of your mind the gold mine between your ears. Once found, though , that clarity of purpose
shines through in interviews.
To the degree that you can , let your sense of purpose shine through when you
speak with prospective employers. Your sincerity and your enthusiasm will
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translate into an impression of charisma and competency that will serve you well as
the employer makes a decision about whom to hire.

~mpnove Your Online Job Search 6'Hit" Ratio
Imagine randomly choosing a name from the white pages of a telephone book,
then calling the person to try and sell them something. When they are not
immediately interested, you invite yourself over for dinner to show them the item in
person. How many people do you think you would have to call in order to sell your
item -- or actually get dinner? Some people follow the same type of strategy when
searching for a job .
Job Board Hit Rate
A job seeker with an electronic version of their resume can easily fire off e-mails to
hundreds of firms, posting their resume on every dot-com job board in the
universe. People often expect consideration for a job when using this strategy, but
the "hit rate" from this cold-call method is miniscule. Nevertheless, almost every
job counselor advises that it's a numbers game and you have to get your numbers
up, as you will get a certain number of "hits" per thousand resumes sent. This
strategy does work, but it is very inefficient. A major change in tactics is needed to
dramatically improve the so-called "hit rate."
Research to Find a Common Link
Go back to the hypothetical challenge . Pick a name from the phone book at
random. Instead of calling right away, do some very basic research using publicly
available information. Imagine doing an Internet search on the person's name,
street, town and county. Follow all links and leads until something other than your
mouse "clicks." Begin to build a more plausible reason for making the call. If
nothing "clicks," you may as well move to the next name and start over. But if a
common link materializes, follow through.

Here is a personal Internet experience :
After randomly choosing a name, an Internet search discovered that the person
had an interest in genealogy. (It is amazing how many people post their family
trees on the Internet!) She had traced her family back to 18 th century ancestors
who settled in Philadelphia and ran a hardware store.
By absolute chance, I had purchased an old, rusty pocketknife at a yard sale.
Embossed on its metal surface were the name and location of an old-time
Philadelphia hardware store. Using the e-mail address posted on the person's
Web site, I told her of my "antique knife" and she expressed an interest in buying
it! I sent it to her for free . After receiving it, she e-mailed me, saying that if I was
ever in Columbus , I should say hello . Sounds like dinner to me!
The moral of the story: Use the same tactics in applying for a job on line. Spend
some quality time actually reading information posted on the company's Web site.
Read the press releases and company history. One time, I accidentally found the
name of a college classmate among senior management biographies posted on a
Web site (it took at least four clicks).
Be Creative
The links can be subtle. Use your own creativity and ability to research until you
find something very special that connects your unique characteristics, hobbies
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and/or professional assets with something of genuine interest to the target
company or, better yet, an individual within the company.
Suppose you are interested in obtaining a position with the Corning Corporation in
New York. On their corporate Web site, you discover the company's interest in
creating a glass museum in the historic section of downtown Corning. A search of
the local newspaper archives reveals an announcement from Mr. Jones, company
vice president, regarding the acquisition of property for the museum on Main
Street. Now, imagine your cover letter:
Dear Mr. Jones :
I read about your long-standing interest and recent progress in establishing a
showcase museum for your company . I have collected antique crystal ever since I
found a discarded chandelier made by Tiffany himself. When I learned that
Corning Corporation was seeking a managing curator for its showcase museum
and worldwide touring collection , I knew my background in library science and
convention planning would be of value to you.
Compare this approach with just sending your resume and a generic cover letter.
There are no guarantees, but this should significantly increase your chances of
being seriously considered . You might even get an invitation to dinner!

Ten Tips Beforre Submitting Your e-Resume
A big question for many job seekers focuses on: How do you craft a state-of-the-art
electronic document that will not only survive e-mail and resume scanners, but will
also provide a professional presentation that will impress hiring managers?
Unfortunately, a large number of job seekers are tackling the Internet with a
resume that is not compatible for Internet transmission . Don't be one of them .
To find out how your current resume stacks up, read the 11 proven tips listed
below, designed to help you maximize scan-ability when creating your resume to
post on the Web:

1. Recruiters and hiring managers access resume databases in many ways,
searching for specific resumes or for applicants with specific experience .
When looking for specific experience, they will search for key words,
usually nouns such as: writer, M.B.A. , marketing collateral, Spanish
(language fluency), etc. Make sure you describe your experience with
concrete words, rather than vague descriptions.

2. A large majority of e-mail systems are designed to read only the characters
that appear on a standard computer keyboard. That means you must purge
your resume of all mathematical and business symbols, including (©) , (®)
or( = )3.

Since most e-mail readers are set at a width of 60-65 characters, the lines
of text in your resume must be "cut down" to that length. Additionally, the
lines must be created with a hard break or carriage return to prevent the
reader from wrapping the lines into an unintelligible jumble.

4.

Stick to commonly used fonts (i.e. , Times or Courier) . Keep your font size
between 12 and 14 points.
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5.

If responding to an ad or job posting , type the job title and/or noted
reference number in the "subject" of your message .

6.

Use more than one page if necessary. The computer can easily handle
multiple-page resumes, and it uses all of the information it extracts from
your resume to determine if your skills match available positions. A twopage resume will allow you to provide more information .

7.

Use terms and acronyms specific to your industry, e.g ., Visual Basic, Java
and C++, instead of a general term such as "programming languages"; or
JIT and TOM, instead of "manufacturing methods." Avoid abbreviations of
subjects and organizations that the computer software may not recognize ,
e.g ., SHRM (Society for Human Resource Management).

8.

Along with using action verbs in your accomplishment statements , such as
implemented and collaborated, make a conscious effort to write your
accomplishments in numbers. For example: During a four-year period,
managed an 18-month, $10 million capital expansion program, the largest
undertaken in the history of the division.

9.

Most computer searches go after impersonal nouns. These nouns answer
the question of whether or not you can do the job; however, some
employers may ask the computer to search for nouns, or even verbs and
nouns. Here are a few key words for interpersonal traits that will describe
the kind of person you are: ability to delegate, ability to plan, assertive,
accurate, adaptable, competitive, conceptual ability, creative, flexible,
open-minded, problem-solving, team-building and tenacious, just to list a
few .

10. Finally, before e-mailing your resume to employers, e-mail a copy to
yourself for review.
Following these tips may give the electronic version of your resume an unusual
look to the human eye ; however, they are necessary for accurate and rapid
transmission of resumes on the Internet.
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